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How to sell to a Mystique custoMer

 The Mystique Trigger
Mystique flirts with us, provoking our imagination, hinting at 
possibilities, inviting us to move closer while eluding our grasp.

How to engage your audience using Mystique
 n Build up anticipation by hinting at what’s to come. 

 n Allow myths to develop by keeping product ingredients secret.

 n Use cliffhangers in emails and presentations.

 n Let your audience discover information with product trials, 
games, or scenario planning.

How to recognize a Mystique customer
A Mystique customer is likely to prefer doing his own research 
rather than rely on your advice. He is used to operating fairly 
independently, and probably won’t reveal much about himself.

Examples of communicating with a Mystique customer:

Example 1: 
You organize luxury bespoke holidays and you’re meeting a 
Mystique customer for the first time. Your customer has likely 
done more research than you’re used to, so be careful not to 
bore your customer with fairly standard information about your 
company and the destination. Find out what specific help your 
customer needs. 

Example 2: 
If you’re launching a new product, your Mystique customer is 
likely to enjoy being part of the development process, because 
he’ll gain a behind-the-scenes view of your development process. 
Invite him for a focus group or to review an early prototype. Your 
customer is likely to be quiet during group sessions, but you’ll 
benefit from his carefully-considered advice.
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 How to sell to a Mystique customer
 n Invest time in developing a relationship; a Mystique customer 

usually doesn’t bond quickly. 

 n Keep your presentations short and provide hand-outs that 
allow your customer to discover further details himself. 

 n Ensure you have a comprehensive website, a good presence 
on social media, and positive reviews on third party websites 
to allow your customer to research your product. 

 n Be knowledgeable and don’t dumb down information. Your 
customer may know more than you think.

Selling mistakes to avoid:
 n Don’t hound your customer to make a decision; instead 

supply additional information on a regular basis to stay in 
touch. 

 n Don’t assume you know your customer; a Mystique customer 
can be unpredictable. Be prepared to face new objections 
relatively late during the buying process. 

 n Don’t make off-the-cuff remarks you can’t back up. You’re 
likely to lose credibility quickly. 

Examples of selling to a Mystique customer:

Example 1: 
If you’re selling a house to a Mystique customer, expect pretty 
tough negotiations. Your customer is unlikely to show he’s in a 
hurry to get the deal done; and he’ll wait for you to lower the price 
when you get impatient. Remain calm and don’t rush the deal.      

Example 2: 
You’re discontinuing a component your Mystique customer 
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 has been using to manufacture washing machines. Your 
Mystique customer needs to switch supply to an alternative 
component which is either better specified or cheaper. Develop 
a comprehensive hand-out detailing the specifications of the 
alternative components. Don’t push your customer to make a 
decision. Instead, stay in touch by emailing additional information. 
An indirect approach works best.
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